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IADA Calendar

The Action Update newsletter is published 
every other week by the Iowa Automobile 
Dealers Association. To add people to our 
distribution list or share suggestions for 
future articles, contact Brittany Bungert at 
515.440.7620.

April 16–17, 2015
Spring Board & Annual Meeting
West Des Moines

April 22–23, 2015
Iowa Employment Conference
Altoona

May 11, 2015
AIADA Annual International Auto 
Industry Summit
Washington, DC

August 6–7, 2015
Summer Board Meeting
Des Moines
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Chairman
Dave Edwards
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Vice Chairman
Jeff Weber
Anderson-Weber Toyota  
Scion Lincoln

President
Bruce Anderson

Secretary
Brad Deery
Deery Brothers of  
West Burlington

Treasurer
George Grask
Cedar Rapids Truck Center

Immediate Past Chairman
Jeff Finch
Wes Finch Auto Plaza

Glendenning Motor Co. (Mount Ayr) donated a CPR training unit to Ringgold County EMS as part of a National 
Automobile Dealers Charitable Foundation program. Pictured, from left: Service Manager Todd Glendenning, 
Office Manager Lywanda Case, EMT Connie Richards of Ringgold County EMS, EMT and Glendenning's 
technician John Case, General Manager Paul Glendenning, and Dealer Principal Lloyd Glendenning.

CPR Training Units Available for 
Donation Through NADCF Program
IADA members can donate CPR training units to qualifying community organizations 
through a National Automobile Dealers Charitable Foundation (NADCF) program. Qualifying 
organizations include hospitals, fire departments, YMCAs, and schools.

The most recent Iowa dealership to take advantage of this opportunity was Glendenning 
Motor Co. (Mount Ayr), which donated a set of four baby CPR training units to Ringgold 
County EMS. The units will be used during CPR training for the emergency personnel in 
Ringgold County.

Up to 12 CPR training units can be donated by Iowa dealers each year and any requests 
exceeding that amount are placed on a waiting list for the next year. 

Organizations can select which type of unit they would like to receive from a list of eight 
units, including adult, child, and baby models. The application can be downloaded from the 
NADA website and can be returned directly to NADCF or to IADA’s Mary Cason. IADA will 
coordinate with NADCF to process and approve the application, and, following approval, will 
work with the dealership to arrange a donation presentation and promote the donation to 
local media.

Dealerships are encouraged to reach out to organizations that may be in need of training 
units. This is an opportunity for dealerships to easily—and at no cost—make a significant 
impact in their communities.

For more information, contact Mary Cason at 515.440.7625.

http://www.iowaemploymentconference.com/
https://www.nada.org/WorkArea/DownloadAsset.aspx?id=21474837966
https://www.nada.org/WorkArea/DownloadAsset.aspx?id=21474837966
mailto:mcason%40iada.com?subject=
mailto:mcason%40iada.com?subject=
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March New Vehicle Registrations

March New Vehicle Registrations Up 3%
Iowans registered 13,180 new vehicles in March 2015, up 3% from the 12,797 new vehicles 
registered in March 2014. In the first quarter of 2015, Iowans registered 34,341 new 
vehicles, an 8.8% increase above the first quarter in 2014.

IADA obtains new vehicle registration information from preferred provider Reg-Trak Inc. For 
more information about Reg-Trak or to order your own customized reports, contact Scott 
Quimby at 877.335.2525.

Source: Reg-Trak Inc.

Q1 2015 
New Car Registrations

 
Make

Regis-
trations

Market 
Share*

 1. Chevrolet 1,749 16.8%
 2. Ford 1,560 15.0%
 3. Toyota 1,346 12.9%
 4. Hyundai 1,077 10.3%
 5. Nissan 780 7.5%
 6. Honda 656 6.3%
 7. Chrysler 448 4.3%
 8. Dodge 376 3.6%
 9. Volkswagen 343 3.3%
10. Kia 329 3.2%

*    /   indicates change from first 
quarter of 2014

Q1 2015 
New Truck Registrations

 
Make

Regis-
trations

Market 
Share*

 1. Chevrolet 6,244 26.1%
 2. Ford 5,051 21.1%
 3. Toyota 1,663 7.0%
 4. GMC 1,617 6.8%
 5. Jeep 1,538 6.4%
 6. Ram 1,460 6.1%
 7. Honda 1,033 4.3%
 8. Nissan 942 3.9%
 9. Dodge 793 3.3%
10. Kia 607 2.5%

*    /   indicates change from first 
quarter of 2014

Q1 2015 
Total Registrations

 
Make

Regis-
trations

Market 
Share*

 1. Chevrolet 7,993 23.3%
 2. Ford 6,611 19.3%
 3. Toyota 3,009 8.8%
 4. Nissan 1,722 5.0% 
 5. Honda 1,689 4.9%
 6. GMC 1,617 4.7%
 7. Jeep 1,538 4.5%
 8. Ram 1,460 4.3% 
 9. Hyundai 1,338 3.9%
10. Dodge 1,169 3.4%

*    /   indicates change from first 
quarter of 2014
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mailto:scott%40reg-trak.com?subject=
mailto:scott%40reg-trak.com?subject=
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Dealer News

If you have dealership news to share, let Brittany Bungert know. 
Send her an email or call 515.440.7620.

Ford Recognizes President’s 
Award Winners
Congratulations to the Iowa recipients of the Ford 
President’s Award.

• Deery Brothers Ford Lincoln (Iowa City)
• Lynch Ford Chevrolet (Mount Vernon)
• Pritchard Auto Co. (Britt)
• Sioux City Ford Lincoln (Sioux City)
• Strieter Motor Co. (Davenport)
• Ulrich Motor Co. (Pella)
• Victory Ford (Dyersville)

Honda of Ames Receives 
President’s Award
Congratulations to Honda of Ames (Ames), which 
recently received the Honda President’s Award.

IAD Foundation for Education 
Board Meets, Approves 
Scholarship Recipients
The Iowa Automobile Dealers Foundation for Education met via 
conference call on Tuesday, April 14. During the call, they approved 15 
recipients of $2,000 scholarships for the 2015-2016 academic year. The 
recipients will be announced in a future edition of the Action Update. 

Brad Deery of Deery Brothers of West Burlington (West Burlington) 
and Scott Deter of Deter Motor Co. (Atlantic) were re-appointed to 
serve five-year terms. Paul White of George White Chevrolet (Ames), 
Steve Howard of Dale Howard Inc. (Iowa Falls), and Deter will continue 
to serve as officers.

Notes from the Statehouse: Second 
Funnel Narrows Legislation
The second funnel, a legislative deadline for when legislation must have 
passed out of one chamber and a committee in the other chamber, has 
passed, ending a number of bills’ chances for enactment this session.

Caught in the Funnel
RV franchise act. The bill would have created a separate franchise act 
for recreational vehicles.

Minimum wage. A bill increasing the state minimum wage to $8 on July 
1, 2015 and $8.75 on July 1, 2016.

Caucus leave. A bill requiring employers to give employees leave to 
attend the caucuses. 

License plates. The legislation would have required only a rear license 
plate to be displayed.

Still Alive
Off-site sales events. The DOT omnibus bill, which has a provision in it 
amending rules for off-site display and sales events. The provision would 
clarify that dealers whose area of responsibility includes the Iowa State 
Fairgrounds can obtain temporary sales permits for the state fair.

Electric vehicle infrastructure tax credit. The Senate version of the 
bill, Senate File 483 is eligible for debate in the Senate. The House 
version, House Study Bill 216 was approved by a subcommittee and is 
awaiting action in the full Ways and Means committee.

Direct deposit of wages. House File 286, legislation that would allow 
employers to require all employees to directly deposit their wages in the 
financial institution of the employee's choice, is still alive, but now has 
an amendment addressing wage payment collection issues between 
employers and employees. The anti-employer amendment could prevent 
the non-controversial direct deposit requirement from becoming law.

Counterfeit airbags. House File 287 would make it an aggravated 
misdemeanor to install, sell, or offer to sell counterfeit, nonfunctional, 
or noncompliant airbags and to install, sell, offer to sell, or tamper with 
any device causing "a motor vehicle's diagnostic system to inaccurately 
indicate the vehicle is equipped with a functional airbag." It has been 
placed on the calendar under unfinished business.

Rental vehicle fees. House File 622 would permit rental companies to 
include a "vehicle license recovery fee" to cover the title and registration 
costs for that vehicle.

Regulatory Refresh: 
Workplace Posters
Iowa and federal law requires that certain workplace 
posters are displayed at every place of employment. 
There are vendors out there who will contact you 
claiming you need to purchase their workplace 
poster set. You don't need to. Unless you don't have 
any workplace posters displayed in your business 
(in which case, call IADA Printing & Promotions at 
800.869.1966 right away), you don't need to worry 
about them until there is a change to the posters. 
IADA will alert you whenever there are changes, so 
you can cross "check compliance of posters" off your 
to-do list.

These are the workplace posters that Iowa 
dealerships need to have posted: 

• Iowa Workplace Poster: Contains information 
about minimum wage, unemployment insurance, 
job safety and health, and Equal Employment 
Opportunity.

• Federal Workplace Poster: Includes information 
about Equal Employment Opportunity, the 
Employee Polygraph Protection Act, the 
Uniformed Services Employment and Re-
Employment Rights Act, and the Fair Labor 
Standards Act.

• No Smoking Door Sticker
• FMLA Poster: Only required for dealerships with 

50 or more employees within a 75-mile radius.

mailto:bbungert%40iada.com?subject=
http://coolice.legis.iowa.gov/Cool-ICE/default.asp?Category=billinfo&Service=Billbook&menu=false&ga=86&hbill=SF483
http://coolice.legis.iowa.gov/Cool-ICE/default.asp?Category=billinfo&Service=Billbook&menu=false&ga=86&hbill=HSB216
http://coolice.legis.iowa.gov/Cool-ICE/default.asp?Category=billinfo&Service=Billbook&menu=false&ga=86&hbill=HF286
http://coolice.legis.iowa.gov/Cool-ICE/default.asp?Category=billinfo&Service=Billbook&menu=false&ga=86&hbill=HF287
http://coolice.legis.iowa.gov/Cool-ICE/default.asp?category=billinfo&Service=Billbook&ga=86&hbill=HF622
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First Aid Kit Standards Revised
OSHA requires that all workplaces have a first aid kit. The standard for a minimally 
acceptable first aid kit was slightly revised earlier this year, so your kit may need to be 
updated. The law requires that all employers have first aid supplies adequate to treat the 
kind of injuries that typically occur in that workplace and that they be stored in an area 
where they are readily available for emergency access. The law requires employers to 
assess the hazards present and to provide the necessary supplies to treat likely injuries. 
OSHA references the American National Standards Institute (ANSI) standard as an example 
of minimum first aid kit requirements. 

Dealership workplace first aid kits should be stocked to treat major and minor cuts and 
abrasions, minor burns, sprains, strains, and eye injuries. There are currently two classes 
of kits. Class A kits are equipped to deal with most common workplace injuries. Class B kits 
contain supplies to treat more complex injuries typically occurring in high-risk workplaces. 
Most automobile dealerships will be best served with a Class A kit, but supplementing it may 
be required depending on the hazards present in your workplace. 

There are four types of Class A first aid kits: Type I (indoor, stationary), Type II (indoor, 
mobile), Type III (indoor/outdoor, mobile) and Type IV (outdoor, mobile). Automobile 
dealerships most commonly have Type I kits. The ANSI minimum requirements for a Class 
A kit recently increased from 10 to 18 items, so your kit may no longer comply with the 
standard. The updated minimum list is below. This is a minimum list, so larger kits that meet 
or exceed performance requirements set by this standard are also considered equivalent. 
All items should be single-use and individually wrapped except for the antiseptic, burn 
treatment, and hand sanitizer, which can be in spray form as long as the minimum number 
of applications are available. The eye wash in the first aid kit is not an acceptable substitute 
for an eye wash station in areas where corrosive materials are present. 

Your first aid kit should be visibly marked and all markings should be legible and permanent. 
A kit is only compliant when maintained with the minimum requirements, so the kit must be 
inspected regularly and expired product should be replaced. You can purchase first aid kits 
from a variety of vendors, including RedCrossStore.org, Grainger.com, and ULine.com. 

Contact Bruce Anderson at banderson@iada.com or 515.440.7630 with any questions.

Item Minimum 
Required

Size Notes

Adhesive bandages 16 1×3" Previously required
Adhesive tape 1 2½ yards Previously required
Antibiotic applications 10 .14 fluid ounces Increased quantity

Antiseptic 10 .14 fluid ounces Previously required
Breathing barrier 1 New item
Burn dressing 1 Gel soaked 4×4" New item
Burn treatment 10 ¹⁄32 ounce Increased quantity
Cold pack 1 4×5" New item
Eye covering with means of 
attachment

2 2.9 square inches New item

Eye/skin wash 1 1 fluid ounce New item
First aid guide 1 Previously required
Hand sanitizer 6 ¹⁄32 ounce New item
Medical exam gloves 2 pair Previously required
Roller bandage 1 2"×4 yards New item
Scissors 1 New item
Sterile pads 2 3×3" Previously required
Trauma pads 2 5×9" New item
Triangular bandage 1 40×40×56" Previously required

Iowa Dealers 
Targeted in 
Kickback 
Scam
Kickbacks are illegal in Iowa. They 
are a form of theft. Automobile 
dealers are often the target of 
kickback schemes involving 
attempts by shady vendors to 
directly compensate dealership 
employees for using the vendor’s 
products or services. IADA 
recommends that every dealer 
have a firm policy in place strictly 
prohibiting direct payments of any 
type from vendors to employees 
without the prior written consent 
of the dealer principal. That policy 
needs to be acknowledged in 
writing by every employee and 
every vendor.

The need for such a policy was 
illustrated last week when an Iowa-
based sales training firm using 
the unregistered name “The Sales 
Group LLC” sent a solicitation 
addressed to “General Manager” 
detailing what it describes as a 
“very aggressive referral program.” 
The UPS package includes a letter 
from someone using the name 
Nick Young and includes a fresh 
$50 bill and an offer to pay 20% 
of every dollar spent on training 
directly to the general manager—in 
cash or check. 

Dealers need to know that these 
kind of scams are out there. 
Employees need to know that 
getting involved with them may 
constitute criminal behavior. 

IADA acts as a clearinghouse for 
scam alerts, and we frequently 
include information in the Action 
Update about scams dealers 
should be aware of. If you 
encounter one, make sure to let 
us know so we can notify other 
dealers to be on the lookout. If you 
have questions about kickbacks 
or scams, contact IADA President 
Bruce Anderson. He can be 
reached at banderson@iada.com 
or 515.440.7630.

http://RedCrossStore.org
http://Grainger.com
http://ULine.com
mailto:banderson%40iada.com?subject=
mailto:banderson%40iada.com?subject=
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Upcoming Webinars
DealersEdge offers training webinars to IADA 
members at a discounted rate of $149 per webinar. 
Visit IADA.DealersEdge.com for more information or 
to purchase training webinars.

April 23 at 12 p.m.
DMS Market Report for 2015: Top Five Dealer 
Questions Answered
Technology changes constantly. You need to know 
what works, what is beneficial to your business’ 
mission, and what is worth the added expense. Paul 
Gillrie will share the inside scoop, including how to 
choose between on-site and cloud solutions and how 
to make intelligent technology buying decisions for 
your dealership or group.

May 7 at 12 p.m.
Expense Control: How to Develop a Sourcing Plan
Expense control is not a high priority in many 
dealerships. But it should be! Your routine areas of 
expense are controllable and ripe for a systematic 
review that can result in huge savings. Visit with 
Doug Austin as he shows you how to develop and 
execute a sourcing plan that can save you a fortune.

VIP Season Ticket
Don’t forget about the VIP Season Ticket option to 
access all the webinars and training materials for  
one year. 

For $800, up to 10 members of your team will have 
access to new webinars, archived training recordings, 
and best practice and case study reports throughout 
the year.

Current Season Ticket subscribers can access their 
training programs and resources at the IADA Season 
Ticket website.

Rep. Blum Co-Sponsors Legislation 
Opposing Heavy Duty Truck Tax Hike
Thank you to Representative Rod Blum, who signed on as an original co-
sponsor to bipartisan legislation reaffirming congressional opposition to 
an increase of the federal excise tax (FET) on new heavy duty trucks.

"The existing 12% levy on heavy duty trucks is already the highest 
excise tax imposed by Congress on a percentage basis," American Truck 
Dealers Chairman Eric Jorgensen said in a press release. "Since all 
heavy duty trucks sold in the U.S. in 2014 were manufactured in North 
America, increasing the FET would hurt the nearly 9 million Americans 
employed in the U.S. trucking industry."

Representative Blum joined 16 other legislators in support of the 
resolution, H. Con. Res. 33. He is the only Iowa ncurrently sponsoring 
the legislation.

NADA Elections for Minority, Women 
Directors Begin in May
NADA will elect four directors to represent minority and women members 
east and west of the Mississippi. The elected directors will serve three-
year terms beginning at the NADA convention in 2016.

For election purposes, the definition of "minority" from the United States 
Census Bureau is being used, which includes Black or African American, 
American Indian or Alaska Native, Asian, Native Hawaiian or other 
Pacific Islander, or Hispanic.

To be eligible to serve as a director, a dealer must be a member in good 
standing, have an equity interest in the dealership he or she represents, 
be the manufacturer-recognized dealer, general manager, or executive 
manager of the dealership, and be actively engaged in the management 
of the dealership

To qualify as a nominee, an eligible dealer must receive at least 10% of 
the nominations. If you wish to campaign for one of the positions or have 
questions, contact NADA at 703.821.7040.

Employee Education Opportunities
Iowa Employment Conference
Dealers and human resource managers can take part in Iowa’s 
largest employment issues conference April 22–23 at Prairie 
Meadows in Altoona.

For the third year, IADA is co-sponsoring the conference. In 
addition to the general HR and labor issue sessions offered 
during the two-day event, there will be a special IADA dealer-
only session. “Hey, Where Did My Exemption Go? HR 
Headaches for Auto Dealers,” will be held on Wednesday, April 
22 from 1 p.m. to 2:15 p.m. 

General sessions include “Pay Discrimination–Hidden Traps 
in Compensation Systems,” “Workplace Drug Testing,” and 
“Managing Social Media in the Workplace.” (See the complete 
list of sessions at the Iowa Employment Conference website.)

Registration is $235 per person. For more information and to 
register visit IowaEmploymentConference.com.

Brand Driven Digital Boot Camp
It’s more important than ever to have a solid strategy for 
building your digital brand. Brand Driven Digital is hosting a 
day-long boot camp to help businesses learn how to develop 
an effective digital strategy. 

The event will be held from 9:30 a.m. to 4 p.m. on May 14 at 
the Des Moines Social Club. IADA members can attend for 
a discounted rate of $145—just enter the promo code “iada” 
when registering. 

Topics covered during the interactive workshop will include:
• Defining your digital brand strategy
• Taking your website from good to great
• Understanding the digital ecosystem: online ads, email, 

social, content, mobile, and more
• Why email matters now more than ever

Visit BrandDrivenDigital.com to learn more.

http://iada.dealersedge.com/all-dealersedge-webinars.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjd4-live-april-23-paul-gillrie-dms-market-report-for-2015-5-top-questions-from-dealers-answered.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wjd4-live-april-23-paul-gillrie-dms-market-report-for-2015-5-top-questions-from-dealers-answered.html
http://iada.dealersedge.com/all-dealersedge-webinars/upcoming-live-webinars/wje1-live-may-7-doug-austin-expense-control-how-to-benefit-with-a-sourcing-plan.html
http://bit.ly/kVgq7Y
http://bit.ly/kVgq7Y
http://bit.ly/kVgq7Y
https://www.congress.gov/bill/114th-congress/house-concurrent-resolution/33?q=%7b%22search%22%3A%5b%22H.+Con.+Res.+33%22%5d%7d
http://www.iowaemploymentconference.com/wfData/files/Topic%20&%20Speaker%20List.pdf
http://www.iowaemploymentconference.com/
http://branddrivendigital.com/bootcamp/
http://branddrivendigital.com/bootcamp/
https://www.eventbrite.com/e/digital-strategy-boot-camp-des-moines-tickets-14427616389
http://branddrivendigital.com/bootcamp/

